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This is a bittersweet project for me. I worked on it for five years, and it achieved far more than I 
ever thought it would when I began refining the idea. 

Early in 2025, Cengage had a restructure. The new management decided to move the majority 
of it behind a paywall, and to get rid of some of it entirely. On one hand, I’m proud that it brought 
enough value to be moved; on the other hand, this decision completely defeats the object of its 
existence and will massively reduce the value it brings, and it is sad to see its legacy get cut 
short.

Thankfully, one of the greatest inventions on the internet, the Wayback Machine, has the pre-
paywalled pages archived. All the links I supply will go to the most recent archived version, so I 
apologise if the links take a while to load, and if some of the links to the product itself don’t work 
anymore.
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Lead generation had plateaued, and there were not enough opportunities entering the pipeline. To me, the cause of this problem was 
obvious: there was no marketing activity designed to help conversion from the top of the funnel (ToFU) to the middle of the funnel 
(MoFU); the existing marketing was purely product promotion, which did nothing to move prospects and customers from 
consideration to interest.

I knew the answer was to introduce content marketing. This would be an ideal method for demonstrating utility without it coming 
across as overtly promotional; it could be educational rather than the advertorial. It could also address another problem that I had 
noticed, which was generating demand beyond the purchasers; both organically and via sales, it could be used to engage the end 
users who were very influential in purchase decisions.

At the same time, we had also taken on a SEO agency who I was managing the relationship with, and leading on SEO and SEM as part 
of my role in a wider digital transformation project. This was great, as they were also behind my idea for content marketing as we both 
knew the benefits it would bring to this project as well. It was an easy decision to make content marketing one of the core pillars of 
our SEO efforts, so I began work.

WHY IT HAPPENED
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[ CLICK IMAGE TO VIEW]

I started Archives Explored, a content 
marketing platform where all the content 
could sit in one place.

WHAT I DID

https://web.archive.org/web/20250630095545/gale.com/intl/archives-explored
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I developed the brand identity and positioning, which was the archives “in action”. The name and tagline immediately told users what 
it is doing, why it was there, and how it filled the gap that prospects and customers wanted closing. 

I designed an architecture that would follow content marketing best practices while making the most SEO impact. There would be a 
combination of short- and long-form content, hero and hygiene content, and “evergreen” content that would have perpetual search 
interest alongside “reactive” content that would capitalise on bursts of search activity. 

The content came from two sources. The first was original content I created myself, written from scratch. The second was 
repurposing existing documents into webpages, such as essays written by prominent academic experts that were hidden within the 
products, and various presentations and case studies. 

WHAT I DID
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Within the first year, over 120 essays had been added to Archives Explored, and I had created over 100 pages of original content 
spanning multi-page long form pieces and single-page short form ones, which had become the Long Reads and Quick Reads 
sections of the platform. 

The feedback from other functions was very positive: sales were saying how useful it had been in their meetings and negotiations, 
helping to move deals forward; and the North America office had started guiding their customers to the International website to view 
them!

WHAT I DID

https://web.archive.org/web/20250429002804/https://www.gale.com/intl/archives-explored/long-reads
https://web.archive.org/web/20250630095545/https://www.gale.com/intl/archives-explored/quick-reads
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This prompted an expansion to fill other areas prospects and customers were interested in. I began commissioning content from 
internal colleagues and external partners, taking it beyond product utility to wider contextual information such as production 
processes, how product commissioning decisions were made, lists of partner institutions, and a particularly effective piece that 
explained the rationale behind pricing; all of which helped sales progress deals.

WHAT I DID

https://web.archive.org/web/20250630095545/https://www.gale.com/intl/archives-explored/behind-the-scenes
https://web.archive.org/web/20250630095545/https://www.gale.com/intl/archives-explored/archive-partners/overview
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I owned everything. 
built every page on the website. 
optimised on-page and off-page SEO. 
writing, editing, proofreading. 

I even branched into multimedia 
content in the final year, making a 
video to accompany a short-form 
piece and converting a sales meeting 
interview into a podcast.
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[ CLICK IMAGE TO LISTEN TO THE PODCAST ][ CLICK IMAGE TO WATCH THE VIDEO ]

https://web.archive.org/web/20250630095542/https://www.gale.com/intl/archives-explored/gale-primary-sources-research-teaching-assessment
https://web.archive.org/web/20250630095555/https://www.gale.com/intl/archives-explored/case-studies/burney-collection-journal-plague-year
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After five years, Archives Explored had over 600 pages of optimised content (over 400 original content); the overall platform was 
getting over a million cumulative views across all pages every year; and it had consistently increased website traffic by at 
least 10% year on year. 

Within those five years it had become the second biggest lead generator, and in the final year it had played a role in over £9 million 
of pipeline. It had provided a huge competitive advantage, as no comparable business had anything close to it.

My personal highlight was my Berlin Wall piece, which stayed in the top 20 SERPs for over three years, occasionally outranking 
powerhouses like National Geographic and the BBC: not bad for one guy in a niche B2B company!

£9 million PIPELINE CONTRIBUTION

2ND BIGGEST LEAD SOURCE
WITHIN FIVE YEARS

+10% YEAR-ON-YEAR
WEBSITE TRAFFIC
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